
• NOT ABOUT SIGNING CONTRACTS 

• j£ ABOUT ESTABLISHING: 

- GROUNDWORK FOR ALL 1996 RESOURCE ALLOCATIONS 

- YOUR ROLE AS CATEGORY ADVISOR 
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Source: https://www.industrydocumehts.ucsf.edu/docs/gfhyOOOd 
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1996 PARTNERS PROGRAMS 
STRATEGIC IMPROVEMENTS 


INTEGRATION OF RJR PROGRAMS - TMV 
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. PARTNFRS DIFFERENTIATED - COMMITMENT TO THOSE PEOPLE WHO 
WORK WITH US TO BUILD BUSINESS. 


* OATFGORY ADVISOR LEVERAGE - TOOLS, SKILLS, TRAINING AND 
PROGRAMS CONSISTENT WITH AN INDUSTRY APPROACH AND RJR’S 3- 
TIER POSITION IN THE MARKET. 


Source:’htlps://www.industrydocumen-ts.ucsf.edu/docs/gfhy0000 
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STANDARDS 


PARTNERSHIP AGREEMENTS REQUIRE PERFORMANCE. LET’S ENFORCE IT! 

• WHOLESALE PROMOTION SUPPORT/DELIVERY - RIGHT QUANTITY TO 
RIGHT STORES AT RIGHT TIME. (CATEGORY II - $.08) 

• NO PROMOTIONS TO PM EXCLUSIVE ACCOUNTS - NOT EVEN LEFTOVERS. 

• ADDRESS NON-COMPLIANCE AT RETAIL - ISSUE IS LOST SALES, NOT LOST 
RDA’S 

• POS PLACEMENT (THEY HAVE PM POS) 

• ETC. 


Ses&ree - : : ^^s:/y'www.industrydocuments.ucsf.edu/docs/gfhydO0O > •• 
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N.E.S.A. BREAKOUT 


NAME: LANGONE, STEPHEN A. 

COMMENT: SOME RETAILERS ARE COMPLAINING TO ME ABOUT THEIR 
WHOLESALERS NOT WANTING TO SELL THEM RJR PRODUCT AND OTHER 
PRODUCT AT ANY CERTAIN TIME OR FOR ANY CERTAIN QUANTITIES 
BECAUSE OF THE EFFECT THOSE SALES MIGHT HAVE ON THE P.M. MASTERS 
PROGRAM FOR WHOLESALERS! 


Source: frttps'://www.industrydocuments. ucsf.edu/docs/gfhyOGOO 
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N.E.S.A. BREAKOUT 


• PRIORITIZING THE CARTON OUTLETS: 

- FORECASTED A UNIVERSE OF 18,200 / FIELD FORECASTED 26,000 

- LIABILITY INCREASE OF S35MM ABOVE ALREADY INCREASED BUDGET 

1. OUTLETS WE MUST KEEP (CAN USE ENHANCEMENT) 

2. OUTLETS WE SHOUI D KEEP (STANDARD RATES ONLY) 

3. IF WE LOSE ANY IN GROUP #2... WE GO TO LEVEL 1 

4. OUTLETS WE WANT TO OFFER LEVEL I 

5. LOBBY SETS WE ARE WILLING TO LEAVE S/S 


Source: tfttpeV/www.industrydocuments.ucsf.edu/docs/gfhy0000' 
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N.E.S.A. BREAKOUT 


• UTILIZATION OF LEVEL 111 PACK OUTLET CONTRACT: 

- FORECASTED A UNIVERSE OF 15,000 / FIELD FORECASTED 21,000 

- PARAMETERS OF LEVEL III CHANGED: 

1. UNDERSTAND THIS IS “DEFENSIVE” NOT “PRO-ACTIVE" 

2. MOST CASES WHERE RJR SOM IS DECENT, LEVEL II IS SUFFICIENT 
DOLLARS 


Soiirbe: https://'www.indQstrydocuments.ucsf.edu/docs/gfK^0000 
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__ N.E.S.A. BREAKOUT _ 

• UTILIZATION OF LEVEL 1: 

- FORECASTED 18,400 I FIELD FORECASTED 28,200 

- GOAL WAS 58% CIV COVERAGE IN ALL LEVELS 

- FIELD CIV COVERAGE 65% 

1. NOT AN EXERCISE ON NUMBER OF DOORS 

2. ENSURE LEVEL I DOLLARS ARE WORTH THE RETURN 

• RISKS OF “MANAGING TO A STRATEGY” VERSUS MANAGING BUDGET 

- THERE IS RESPONSIBILITY THAT GOES WITH THIS 

- MUST CONSIDER THE INVESTMENT VERSUS THE RETURN 


Source:TtfpS://wwwjndustrydocuments.ucsf.edu/docs/gfhyd00 ; 6 ^ 
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N.E.S.A. BREAKOUT 


• REQUIRED APPROVALS: 

- AVP APPROVAL FOR LEVEL II! PACK CONTRACT WHEN ENHANCEMENTS 
ARE USED, R.S.M. FOR STANDARD LEVEL III. 

- RSM APPROVAL FOR LEVEL 1 CARTON CONTRACT 

- HOLDING TO THE PLAN-SET PRECEDENTS EVERYONE CAN LIVE WITH 





CONTRACT PRIORITIES 


* 1ST PRIORITY - LEVEL 11 PACKAGE OUTLETS AND TARGETED CARTON 
OUTLETS 


• FALL BACK POSITION - LEVEL 1 


DEFENSIVE POSITION - LEVEL 111 
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__ N.E.S.A. BREAKOUT 

• EDLP ADVANTAGED, PARITY, DISADVANTAGED: 

- ADVANTAGED IS RJR BRAND CONSISTENTLY AT A BETTER NET PRICE 
UNPROMOTED 

- PARITY IS RJR AT PARITY POSITION UNPROMOTED, I.E.: 

1. DORAL, GPC, BASIC ALL SAME PRICE UNPROMOTED 

2. MORE THAN ONE PRIVATE LABEL SAME PRICE ON A CONSISTENT 
BASIS 

- DISADVANTAGED IS OUTLET CARRIES A LOWER NET PRICE BRAND ON 
ON-GOING BASIS: 

1. COMPETITIVE PRIVATE LABEL 

2. GUNSMOKE, MERIDIAN, VEGAS, ETC. 



Source: 


Www.industrydocuments.ucsf.edu/docS/gfhyOOOO 
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N.E.S.A. BREAKOUT 


• UTILIZATION OF WHOLESALE AND RETAIL PROFITABILITY MODELS: 

- WHOLESALE SCENARIO’S: 

1. HOLD ACROSS THE BOARD 

2. HIT 21# RJR 

3. HIT 3£ FOR INFORMATION ONLY (4TH TIER) 

4. PERCENTAGE BUSINESS MOVES TO EXCLUSIVE PM 

- RETAIL: 

1. IMPACT ON TOTAL DOLLARS FOR EXCLUSIVITY 

2. IMPACT OF DRIVING BOTTOM END ON TOTAL DOLLARS 



Source:‘ffltp : §://Www.industrydocuments.ucsf.edu/d cs/gfhyOOOO 
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N.E.S.A. BREAKOUT 


• SELLING THE TOTAL RETAIL PACKAGE: 

- DEMONSTRATE ALL SCENARIO’S FROM RJR TOTAL INVESTMENT 
STANDPOINT 

- RJR PER CARTON INVESTMENT ON: 

1. LEVEL! 

2. LEVEL II 

3. LEVEL ill (PACK) 

4. PM EXCLUSIVITY 


; Sbufce: mt|fe:/7wWw.industrydocumeiits.ucsf.edu/docs/gfhyb()£)d- 
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N.E.S.A. BREAKOUT 

• PACK PROMOTIONS IN CARTON OUTLETS: 

- UTILIZATION OF ACCRUAL DOLLARS FOR MULTI-PACK OFFERS 

- CONTINUITY CARD USAGE 

- NO NATIONAL PACK PROMOTIONS IN CARTON OUTLETS 

• REVIEW OF RJR RESPONSE TO REQUESTS FOR CONTINUOUS 
REPLENISHMENT: 

- IF ASKED FOR THIS SERVICE 

• IMPORTANCE OF PROMOTION PRODUCT REQUEST FORM: 

- IMPACT ON OUT-OF-STOCK’S IF NOT USED 

- IMPACT ON WHOLESALE PARTNERS IF NOT USED 

- MAJORS TO START “CHARGING” RJR FOR “OUTS” 


• • : 


Source: frttpsV/www.industrydocumeVrts.ucsf.edu/docs/gfhyOQOO- 
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NJE.S.A. BREAKOUT 


• OPEN DISCUSSION ON STATUS OF RETURNED GOODS FOR 1995: 

- OCTOBER 17THAVP LETTER 

- RETURNS BACK IN WINSTON-SALEM BY DECEMBER 16TH 
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S'ource'rhttpS:/ywww.industrydocumehts.ucsf.edu/docs/gfhyOCK)0 
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KEY EXPECTATIONS 


COMMUNICATE, COMMUNICATE, COMMUNICATE! 

. FEEDBACK/INTERACTION WITH ACCOUNTS - FULFILL CATEGORY ADVISOR 

DAI C 

i\VL.U 

_ DISCUSS EXCEPTIONS BEFORE COMMITTING 

• KEEP OTHERS INFORMED ON ACCOUNT STATUS/PROGRAMS 

- LET WINSTON-SALEM KNOW OF PROGRAMS/NEEDS IN ADVANCE. 

_ SALES REPS AND RETAIL REPS NEED TO KNOW WHAT IS BOTH 

EXPECTED AND HAPPENING IN CHAIN ACCOUNTS -- KAM’S AND AM J S 
BEAR THIS RESPONSIBILITY! 


Source i nd u strydocu merits. ucsf. ed u/ctoes/gf hyOOOO 






51847 7322 


MOVE FORWARD 


, FOCUS INITIALLY ON PROPER ACCOUNT CLASSIFICATION 

• MAKE SURE EVERYONE WITH ACCOUNT RESPONSIBILITY UNDERSTANDS 
THE PROGRAM 

» TOP-DOWN WITHIN EACH INDIVIDUAL’S ASSIGNED ACCOUNTS — NOT A 
BUDGET DRIVEN PROCESS 

. COMPLETED BY/BEFORE END OF FEBRUARY 

- CRITICAL TO PARTNERS PROGRAMS GOING FORWARD 


Sourcer4ittps://www.industrydocuments.ucsf.edu/docs/gfhyOOOO 





